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Improved Sentiment, He States, May Lead to Heavier 
Buying, With Resultant Increase 


In Steel Orders 


Cleveland, Sept. 15.—Prospects for automobile buying | 
are somewhat brighter, and greater consumption of steel by 
the automotive industry might well come more promptly, 
says Col. Leonard P. Ayres, well known economist and | 
statistician, in the mid-month business review of the Cleve- 
land Trust Company issued today. 


P.R.R.TO START 
STORE DOOR PLAN 


Improved sentiment, he points out 
might stimulate individuals to buy 


cars a good deal sooner than it 
would persuade bankers to purchasc 
new bond issues. 


Col. Ayres, as for many months 
past, makes few predictions, but New York, Sept. 15.—While other 
coldly presents current statistics of : 


business railroads are awaiting a decision by 


“Recovery from the _§ financiai 
panic is well under way,” he com- 
ments, “but recovery from the busi- 
ness depression has made little 
progress as yet. The two things are 
very different.” 

The stock market panic began in 
the autumn of 1929. The financial 


the Interstate Commerce Commis- 


| sion on a form of door-delivery they 
;may use in the New York district, 
|the Pennsylvania Railroad will be- 
gin today a van-type trailer service | 
|to provide door-delivery of carload | 
lots of freight in Greater New York. 
The trailers will transfer 


motor 

panic began late in 1931 after Eng- | freight to and from railway cars | 
land left the gold basis for her cur-|in Jersey City. | 
rency. It developed into widespread | Under a plan to be filed today | 
fear for the safety of banks, the in-|with the Interstate Commerce 
tegrity of the dollar, and even the |Commission. the railroads entering | 
validity of financial commitments in |New York, including the Pennsyl- 
general. The recovery from the|vania, would provide door-delivery 
financial panic had to come before |for carlot and __ less-than-carlot 
recovery from the business depres- | freight in an area including Perth 
sion could be a possibility. Amboy, Paterson and other New 

“Business activity has not fol-'|Jersev points and Manhattan. | 


lowed the speculative markets.” Col. | Brooklyn and Queens. If the com- 


Ayres observes. “There has been a/mission approves’ the proposed 
sharp advance in the price of cot-! tariffs, the system would go into 
ton, amounting to almost 100 per|effect on October 17. 


Three Brooklyn terminal compa- | 
nies seek to prevent starting of the 
service proposed by the railroads as 
a group through an action brought 
against the Pennsylvania Railroad 
in the Federal 


cent., but commodity prices in gen- 
eral have advanced only about 2 
per cent. Industrial production de- 
clined from July to August. Build- 
ing construction is running at barely | 


20 per cent. of normal, and the /and now pending 

August figures were less than 1 per | Circuit Court of Appeals in Phila- 
cent. above those of July after allow- | delphia. An attempt by the ter- | 
ing for seasonal changes. Activity; minal companies to Stay the be- | 
in the basic iron and steel industry |ginning of the service pending the 

declined by about 5 per cent, Pro- | appeal was defeated on Monday. 
- Under the joint plan each rail- 
(Continued on Page 2) road would provide its own truck- 
" ing arrangements. The New York 
RUBBER USAGE Central proposes to use the Uni- 
versal Cartage Company, a subsid- 
iary of the United States Freight 


OFF IN AUGUST 


Company, which provides container- 
car service over the New York Cen- 
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| finally and for good until the ‘new 


| former member of the economic ad- 
visory board of the Federal Trade | 
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August Commercial Car Sales 
| In 18 States Only 5% Below July 
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URGES ADJUSTMENT 
TO LOWER LEVELS 


Atlantic City, N. J., Sept. 
| “This depression will not terminate 


Trucks Are Making Better Comparative Showinz 
Than Passenger Cars; Sales Far Outstrip 
Production for Month 


Detroit, Sept. 15.—R. L. Polk & Co. today made publie 
August figures for commercial vehicles in eighteen 
states and the District of Columbia, showing a total for this 
territory of 4,379. This compares with 4,594 in the same 
| states in July of this year and with 7,564 in August, 1931. 


15.— 


sales 


cra’ flair for common stocks is 


greatly reduced and the bond again 


comes into its own,” declared Dr. : On a nt basis, August 
Lewis H. Haney, professor of eco- HUDSON-ESSEX sale al running about § under 
| nomics, New York University and those in July in this’ territory. 


which represents more than a third 


SEPTEMBER SALES 


bo of the states This August is ap- 
Commission, today at the thirteenth RUN 38% OVER 193] proximately 42 per cent. under ‘hoe 
annual convention of the American /O sales record of ee visal 1931 - 
Trade Association executives here. It is nots ble fa Vt that the com 
“ are or may be now hanging | s . : ; caer = ae Se eae 
ens "saton aa r trie? erlod of | Detroit, Sept. 15.—For the week mercial vehicle sales are making a 
= ai bee ental sant - forced ended September 10 sales of Hudson Much better showing in the states 
ee yoyo maudmninhe solicy | #4 Essex cars were 38 per cent.'so far reporting ror August than 
rf we" ” ao’ cain into business | sreater than in the corresponding |are passenger cars Against the 5 
j “c ¢ ‘re SS 
a " ae a : loans bv the Recon- week a year ago. per cent. decrease under July com- 
rte, 0 pt ‘e Corporation.” Dr.|,, 2S is the fifth consecutive week | mercial car sales, we have a pas- 
struction oo as that last year’s figures have been|senger car drop of approximately 14 
os 
a saa upheaval in stocks bettered and the gains over the pre-| per cent which was reported in 
speculatis pheavi “~~” \ceding period have been growing |vesterday’s Automotive Daily News 
and in some commodities is a symp- laveer. The sales curve eroses : ° 
of the discase. What progress arger. The sales curve crossed that If the ratio of sales in August 
ae “< : “ aaniin > aes tee Saal of 1931 on the week ended August continues in the returns from the 
a co ae i aa ia go beyorsl | 13 and now is beginning to show the ,other thirty states which have not 
a ‘ ° P | ~ > hes . on : 
ye im and “m_| lull effect of the arrival of orders/|yvet reported, we shall have a total 
the present ‘better feeling’ and ‘im ; : : | 
§ ; : = 3 | for the new terraplane mode] from 'sale of commercial cars for the 
provement in sentiment, with their |, ll sections of the beep Same 
| : ' _ | all sections oi the country, month of about 13,737 Automotive 
effects upon the speculative mar- : 
8 | Daily News yesterday estimated 
ts. , : 
: ‘ ‘ assenec ar sales for 
“Or it may engulf us in a brief | HADLICK ASSAILS a con con . ” et or August at 
. s { < a actil-e 
period of false prosperity simila: ae . ni a : this proves. accu 
| : . ate, we shi ave { ale ? 
i} to that which developed in 1896 GASOLINE TAXES : " ha lave a total sale of 
ss assenger ¢ rei e ‘les 
The reaction will be inevitable. We sl| Passenger and commercial \ehicles 
for the month of approximately 
5 ; y 2,000 units. In reading this latter 
(Continued on Page 2) ere le 9 . eae 10 1 n reading this latter 
ee et eee te total it will be well to remember 
PA. A. ANNOUNCES mts (msc cu,gtsmlie, the aretha he "estsmate” by the” Nationa 
. . . sani . “s ees hed ae ti A a Automobile Chamber of Commerce 
ss . = _ s&s — onately | of total production for August was 
MEETING PROGRAM oe See eee a...) "ee in round numbers 89,000 units. This 
OR : I , ’ : .. |1S another indication of how the 
Hadlick, secretary of the marketing lindustry is cleaning out retail chan 
._. 5 . . SUPS 5 ahing ot Le cnhan- 
Harrisburg, Pa., Sept. 15.—A_ ten- division of the American Petroleum | ajc po pe ready for the stimulus of 
tative program for the annual con- | Institute, told the annual confer- |. y models. Sales figures for the 
vention of the Pennsylvania Auto- ie — pg pee = — states so far reporting will be found 
| motive Association to be held at the ri a oe rere . - ene 2 on 7 on page 6 of this issue. 
Penn-Harris Hotel here September r€ made to discourage’ inerc ases 
19-20, is announced by the associa- | #94 to encourage the return of a 
tion today. In addition to the usual | UPiferm 2-cent rate. STEEL FOUNDERS 
‘ . $e » S three vs ave 
business sessions there will be a! . Phe past three years hay 
banquet Monday evening at the | 4¢monstrated how quickly an acute REPORT INCREASE 
Penn-Harris and Tuesday evening problem can become a menace,” he | 
will be devoted to the P. A. A. an- | 52! a. ee nig ae me = “ 
nual frolic and luncheon at the SIDI Ns we causing a aon u- Pittsburgh, Sept, 15.—Increased 
ae ) ut causing > an ale as : 
Chestnut Street Auditorium under ae _ Out Causing “a 140 8 \ foundry orders indicate an upward 
; : ; p! st se 4 sorts | : : 
the auspices of the Tiarrisburg Auto- ? en mS oo ’ 1 * ~ a trend in business, according to re- 
espons les, taxes, a "eS ‘- 


ports made here today at a regional 
meeting of the Steel Founders So- 


mobile Dealers Association, 


tions upon an industry that is given 


" : : tral Railroad. In their joint meet- In the following program for the Mein ena 

New York, Sept. 15.—Consumption | jnos the railroads serving New York | annual convention all sessions and Ot the slightest prensccen from | ciety of America. 
of crude rubber by manufacturers) jaye discussed using the Railway meetings will be governed by East- he evils thus instigated; and that | Exhaustion of supplies was the 
in the United States for the month _ ern davlight saving time: it is possible for the ‘unscrupulous primary reason advanced for the in- 
of August amounted to 22,372 long (Continued on Page 2) ee Sap aS * and the racketeers to invade legiti- 'crease of orders. The greater part of 
tons as compared with 28,272 long 7 MONDAY, SEPTEMBER 19 mate business, defraud government the gain was reported as reaching 
tons for July, 1932, and represents 8.00 to 9.45-—-Registration of mem-j;of tax revenue, and steal the pub- the foundries durine the present 
a decrease of 20.9 per cent., accord- CATERPILLAR CENTERS bers, visitors, guests, at P. A. A | lic’s money with measurable im- month 
ing to statistics released by the headquarters, Penn-Harris Hotel. INUNIES Arthur Simonson, head of the 
Rubber Manufactvrers’ Association PLANTS AT PEORIA 9.45—Appointment of nominating Falk Corporation of Milwaukee, 
today. committee and resolutions commit Wis.. stated his belief that the bot- 

This organization reports imc ; tee, by President Thomas F. Dunn. STEWART WARNER tom of the depression has been 
of crude rubber for the month of Chicago, Sept. 15.—The Caterpil- 16.00—"Legislating for Motor Ve- reached. He urged caution in com- 
August to be 34.219 long tons, an|!ar Tractor Company, in line with | ae : . DETROIT CHIEF DEAD petition, declaring that while every 
increase of 10.1 per cent. above July, its ee - leo tie so (Continmed on Page 8) } manufacturer was anxious to keep 
1932, but was 10.8 per cent. below |™Manulacturing a eorla, nas ac- ss wae ~ : his mills in operation, to do so at a 
August a year _ ‘cided to abandon its Minneapolis) EMPIRE STATE AUTOMOBILE | Detroit, Sept. 15.—Frank H. Mar- | ioc. wae far tee ieeel oe a 

This association estimates total|Plant. Read machinery, road ma - 'MERCHANTS TO MEET OCT 4 tin, manager of the Detroit branch business should be sought or ac- 
domestic stocks of crude rubber on | chinery equipment and parts which ° of the Stewart-Warner Corporation, cepted unless the manufacturer 
hand August 31 at 357.342 long tons. have been manufactured in the lat- eat 6 ae is dead. His body was found hang- ;could make at least a small profit 
which compares with July 31 stocks | ter city will soon be produced at Albany, N. Y., Sept. 15 The an- jing in the basement of his home on the contract. 
of 345,927. August stocks show an | Peoria. | nual convention of the Empire |this morning. , In declaring that the outlook for 
increase of 3.3 per cent. as com-| Caterpillar expects presently to {State Automobile Merchants Asso- No reason is given for Martin |, yevival of business is better than 
pared with July of this year, and|step up its production at Minne- !| ciation, Inc., will be held at the taking his life, but it is believed ‘for a long time, L. W. Lyons ot the 
were 48.4 per cent. above the stocks | apolis so that it will have on hand | Hotel Niagara, Niagara Falls, N. Y.,|that an automobile accident of a | Westinghouse Electric and Manufac- 


of August 31, 1931. |an adequate supply of all machinery 


| October 4 and 5. 


week ago, when he crashed into 4 | turing Company said that manutac- 


The participants in the statistical|and parts so as to avoid any delay | Several important topics of di-|traffic light, had something to doO|tyrers and business men are now a 
compilation report 41,282 long tons|in deliveries due to moving. The|rect interest to the automobile | with it. Ever since he had been | unit in the belief that the depression 
of crude rubber afloat for the|move will be completed before the |merchants of New York state will|extremely nervous and seemed t0| has reached the turn. The signs were 





first of the year. Manufacturing 
of road machinery and equipment 
at Peoria will be begun on a gradual 
basis. 


United States ports on August 31. 
This compares with 37,894 long tons 
afloat on July 31, 1932, and 38,370 
long tons afloat on August 31, 1931. 







be discussed at 





this meeting. Abe suffering from shock. that business would carry on on an 


complete program of events will! Martin had been in charge of |eyen keel for the rest of the yea! 
appear in a subsequent issue of |Stewart-Warner business in the . 
Automotive Daily News. Detroit area since 1917. \ (Continued on Page 2) 
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COL. AYRES FINDS 
PROSPECTS FOR CAR 
BUYING AS BRIGHTER 


(Continued from Page 1) 
duction of electric power fell nearly 
3 per cent. Automobile output 
dropped nearly 40 per cent., but will 
be better in September. Railroad 


freight remained almost unchanged 
at about 50 per cent. of normal. 
There was real improvement in the 
textile industries, in shoe manufac- 
turing and in coal production 

The volume of industrial produc- 
tion registered a slight decline dur- 
ing July to a new low point that is 
50.2 per cent below the computed 
level. Except for the month of 
December the decline has been con- 
tinuous since April of last year. 

Col. Ayres, charting the “recovery 
sequences” of thirteen depressions, 
finds a noteworthy feature of the 
record obtained by reduction to an 
average, is that prices of stocks and 
bonds turned upward two months 
before the low point in business 
activity and that commodity prices 
terminated their rapid decline at the 
same point, two months before the 
business upturn. The upturn in 
commodity prices is delayed until 
business recovery has been under 
way for half a year. 

These conclusions are based upon 
an averaging of the movements of 
statistical records over a long series 
of depression periods. Variations 
from the pattern have been numer- 
ous, Col. Ayres points out, and the 
present depression is far longer and 
more serious than the average for 
the past thirteen. 

Three months ago there was a 
slight stiffening in the sadly de- 
pressed prices of farm products, 
and particularly in the stock mar- 
ket quotations for hogs. That was 
the beginning, says the Cleveland 
economist, of a noteworthy advance 
in wholesale commodity prices that 
is still continuing, and which 
promises to be truly important as 
a factor in checking the long de- 
cline of the depression. Most of 
the advance so far has been in the 
prices of farm products, but it has 
not been confined to them. The 
most important increase has been 
that in the price of cotton, adding 
about a half a billion dollars to the 
market value of the new crop and 
the old carryover. 

In a chart study of commercial 
failures dating back to before the 
Civil War Col. Ayres finds that the 
panic of 1857 ayyears to have re- 





sulted in an amount of business | 


wreckage altogether greater than 


anything of the sort that this coun- | 


try has experienced since that time. 
He thinks that failures “are clearly 
going to reach new high records 
this year.” 

Col. Ayres says the prospects of 
good stee] buying by the industry’s 
four leading customers, the rail- 
roads, the construction industry, 
the automobile industry and the 
oi] and gas industry, are not at 
all bright. 


P.R.R.TOSTART 
STORE DOOR PLAN 


(Continued from Page 1) 


Express Agency to provide the serv- 
ice, but other railroad managements 
cueried yesterday said their ar- 
rangements had not been completed. 

In announcing that the Pennsy]l- 
vania would begin car-lot door- 
deliveries in New York, George Le 
Boutillier, vice president, said the 
service would expedite the receipt 
and delivery of freight here. As out- 
lined by him, the Pennsylvania 
would provide the trailers to ship- 
pers for inbound and outbound load- 
ing, making delivery and receipt in 
Greater New York according to the 
station designated by the patron. 
The trailers will fit numerous makes 
of motor vehicles, making them 


available to drayage concerns using | 


these types, 


: MORE TAXOLINE 
Chicago, Ill, Sept. 15—The sug- 
gestion has been made that an addi- 


tional 2 cents be added to the gas| 


tax in Illinois in order to finance 
relief work. Such a proposal, ac- 
cording to Charles M. Hayes, presi- 
dent of the Chicago Motor Club, 


would meet the unified opposition of | to struggle to raise prices to the in- | Automotive Show, held here August|creasing sales activity may be ex-,| Europe 
flated level which the war brought.” }26 to September 10, in conjunction pected. 


motordom in this state. - ~: 


FINANCIAL NEWS 


ELECTRIC OUTPUT 

New York, Sept. 15—Output of 
electricity in the United States for 
the week ended September 10 to- 
taled 1,443,977,000 kilowatt hours, 
a decrease of 8.7 per cent., com- 
pared with the same week last 
year, according to the National 
Electric Light Association. This 
was the smallest decrease from a 
1931 week since the second week of 
May, when the same drop was re- 
ported. In the like week of 1930, 
which did not include Labor Day, 
production was  1,726,800,000 kilo- 
watt hours. Compared with the 
preceding week, the decline was 1.3 
per cent., due to inclusion of the 
holiday. 

In New England the production 
was off 3.9 per cent. from 1931, 
while on the Atlantic seaboard as a 
whole output was down 7.5 per cent. 
In the central industrial region pro- 
duction was off 13.1 per cent., and 
on the Pacific Coast off 17.5 per 
cent. 


CREDITS 

New York, Sept. 15.—A slight bet- 
terment in collection and_ sales 
conditions throughout the nation, 
continuing the pick-up noted in the 
August survey, is revealed in the 
September survey of business con- 
ditions by Credit and Financial 
Management, official publication of 
the National Association of Credit 
Men. The results are based on the 
reports of correspondents in 106 
major markets of the country. | 





SINCLAIR REFINING 

New York, Sept. 15.—Sinclair Re- 
fining Company, marketing sub- 
sidiary of Consolidated: Oil Corpo- 
ration, announces it has placed a 
contract with the Babcock & Wilcox 
Tube Company for 1,200,000 pounds 
of alloy steel tubes, said to be one 





of the largest orders ever placed 
for this class of material. which is 
for use in refinery construction and 
improvements. 


| agreement. 


| WHITE AT 25% 


DISCOUNTS NOTES|| SPARKS from DETROIT 





New York, Sept. 15.—White Motor 
Co. capital stock advanced 2'4 points 
Wednesday, following announcement 
of the proposed merger with Stude- 
baker Corp., and closed at 25%. 

Under the terms of the merger 
agreement, holders of each share of 
White Motor will receive $5 in cash, 
$25 in Studebaker 6 per cent. two- 
year gold notes, and one share of 
Studebaker common stock. Stude- 
baker common closed Wednesday at 
81%, off %. 

On this basis, a purchaser of one 
share of White Motor stock at yes- 
terday’s closing level, will receive 
cash and Studebaker common stock 
with a value of $13.12%2, and thus 
will receive $25 principal amount 
of Studebaker notes at a net cost 
of $12.75, or a discount of 49 per 
cent, from par. 

At this price, the Studebaker 
notes, representing a prior lien on 
the corporation’s earnings and as- 
sets, would return direct yield of 
close to 12 per cent. The notes, on 
the basis of the June 30 balance 
sheets of Studebaker and White, 
will be backed by net current assets 
of approximately $29,000,000, after 
allowing for the distribution of $3,- 
250,000 in cash to White stockholders 
under the terms of the merger 
As the total proposed 
note issue will have a face value of 
$16,250,000, each $1 principal amount 
of the notes will be backed by about 
$1.80 in working capifal. 

Studebaker preferred 7 per cent. 
stock which will be junior to the 
proposed note issue closed Wednes- 
day at 72, up 2, or at a discount of 
28 per cent. from par, compared 
with the discount of 49 per cent. 
indicated for the notes in the cur- 
rent price for White Motor. 

; The notes were admitted to trad- 
ing on the New York Produce Ex- 





SUN OIL 


Philadelphia, Sept. 15.—Employees | basis. Trading in the notes amount- | 


of Sun Oil Company are now pro- 
tected by nearly $17,000,000 of group 
life insurance. J. Howard Pew, 
president, stated that this amount 
has resulted from the company’s ac- 
tion in assisting employees to pur- 
chase $5,000,000 of additional pro- 
| tection through a contract with the 
Equitable Life Assurance Society. 
The insurance covers 
ployees. 


STEEL 

Youngstown, O., Sept. 15.—Oper- 
ations of steel plants in the Youngs- 
town district at midweek were 18 
j}per cent. of capacity, compared 
With 21 per cent. at the beginning 
of the week, although a rebound 
jin activity is expected in a few 
days when Republic Steel resumes 
melting at two open hearth fur- 
naces, Dow, Jones & Co. reports. 


BRIDGEPORT MACHINE 
Bridgeport, Conn., Sept. 


| $23,755, equal, after preferred re- 


150,000 common shares, against net 
loss of $13,838 in first six months 
}of 1931. 


PITTSBURGH STEEL 

| Pittsburgh, Sept, 15.—Pittsburgh 

| Steel Company year ended June 30: 

| Net loss after taxes, depreciation, 

| depletion, interest and 

| charges, $2,501,081, against $1,713,726 

}loss in previous fiscal year, 
ROANE COUNTY OIL 

New York, Sept. 15.—Roane 





5.600 em- | 


|quirements, to 4 cents a share on | 


change on a when, as, and if issued 


ed to $15,000. with a closing price 
of 56. 


‘STEEL FOUNDERS 
REPORT INCREASE 


(Continued from Page 1) 


|and that the worst phases of the de- 
; pression have been left behind. 

| A discussion which at times in- 
| volved practically every delegate in 
ithe room was brought to the floor 
|} by several delegates who emphati- 
cally objected to a clause in the Re- 
construction Finance Corporation 
j} rules which would make it mande- 
|tory that contractors employ hand 
labor wherever possible in road 
| building, thus eliminating highly 
| Specialized machinery. 

| It was shown that it is now a!- 


; cations laid down for highways, 

Millions of dollars’ worth of ma- 
| chinery would be thrown into the 
| discard if hand labor is to build the 
{roads, it was said, while the steel 
; foundries and machine shops of the 
;country wovld suffer irreparable 
loss if such a condition is imposed 
;Qn contractors who will build sev* 
jeral hundred millions of dollars’ 


| twelve months. 

; The 1933 annual meeting of the 
society will be held in Detroit, 
Mich., during the week of January 
'16. The meeting of the road-bui!ld- 








A Poster Wins 
Up the Ladder 

~ * * 
Free Gas 

* * * 
Harmsworth Rumors 
Traffic 

s * + 


Chris Sinsabaugh—Detroit Editor 


EMEMBER that poster you’ve seen on the bill boards 
all year—two plump little red birds chirping “It’s 
Spring—Get a Pontiac!” You liked it and so did I, and it’s 
pleasing to note that our verdict has been made unanimous 
through the action of the Chicago Chamber of Commerce. 

Said Chamber, which has just wound up its third annual 
exhibition of outdoor advertising, picked the 100 best posters 
of the year and without a dissenting vote decided that the 
Pontiac work of art was the best of the bunch. It is No. 1 
and a certificate of award goes with this decision. 

The Campbell-Ewald advertising agency is responsible 
|for the Pontiac poster and this is the second consecutive 
victory scored in this competition by General Motors’ ad- 
vertising counsel. Last year a Buick poster, “Boy, That’s 


| Traveling,’ won the blue ribbon. 
* * 


oe 

FRED ROCKELMAN’S change from Plymouth to Con- 
tinental Motors caused me to paw through a drawer in the 
\desk devoted to historical data. I unearthed a photostat of 
one of Henry Ford’s earliest pay rolls. There I found the 
name Rockelman and opposite what Ford was paying him. 
| It was $32.50 for two weeks. Henry himself was pulling 
down $416.67, and Jim Couzens, next in command, col- 
lected $166.66. 
| That was the first rung of the ladder for Rockelman, 
'and he was on the Ford pay roll for twenty-seven years 
| before going to Plymouth. 





a *” x 
ONE OF MY SCOUTS comes in breathless to tell me 
‘of his discovery of a filling station where real service is the 
‘watchword. It’s located in Pontiac, and a sign tells you 
that if at any time you pull up there for gas and there isn’t 
a man there all ready to fill your tanks, all you have to do 
|is ring.a bell and you get your gas for nothing. But they 
‘tell me not many do any bell ringing. 
o : 


OF COURSE WE’RE ALL ATWITTER over the latest 
{phase of the Harmsworth Trophy matter—the announce- 
|ment of Lord Wakefield that he will not challenge again. 
This does not surprise Detroiters; neither does it make them 
| fear for the future of the classic. They are expecting 
| another Englishman to grab the torch and carry on. 

Lee Barrett, secretary of the Detroit Gold Cup Com- 
| mittee and a representative of the Yachtsmen’s Association 
|of America, looks on Hubert Scott-Paine, one of the design- 
jers of Miss England I, the boat in which the late H. O. D. 
| Segrave defeated Gar Wood in a match at Miami, as a logical 
;contender. Also, Italy may come in with a hull powered 


15.—|most impossible for hand labor to| by a Fiat engine, with Prince Carlo Ruspoli, holder of the 
|Bridgeport Machine Company six |/ay concrete and do other road work | 121% liter record, as a challenger. 
months ended June 30: Net income |2nd comply with the rigid specifi- | * 


* e 

IT MUST BE ADMITTED that the Labor Day fiasco on 
| Lake St. Clair left an unpleasant taste in our mouths, and 
there has been plenty of adverse criticism of Kaye Don in 
the public prints. Without saying so in so many words, it 
is intimated that Don is far from being a mechanical] genius 
of the Gar Wood type and that as a driver he has been given 
a reputation which is not backed up by performances. 

And we hear it said that Rolls-Royce, alarmed at the 


other|worth of highways in the next! black eye given the Rolls-Royce engines because of Don’s 


/miserable showing, brought pressure to bear on Lord Wake- 
| field which compelled his retirement as a challenger. It is 


|thought, too, that Rolls-Royce will not be satisfied until] it 
jhas had another try, but with a different challenger than 


j|County Oil Company six months|ing and construction congress will} Lord Wakefield and a different driver than Kaye Don. 


ended June 30: Net loss after de- 
;preciation, depletion and _ taxes 
| $12,506. 


‘URGES ADJUSTMENT 
TO LOWER LEVEL 


(Continued from Page 1) 
always pay the price for inflated 
| prices.” 

Dr. Haney stated that not oniy 
are prices “down to stay,” but lower 
prices will be seen in the course of 
the next decade. 

“In my opinion,” he said, “it is 
ithe part of wisdom, now that prices 
have come down to the old peace- 
time level, to endeavor to adjust our 





! 2 
| be held in the same city at the same! 


| time, 

| The maneging director of the so- 
|ciety, Granville P. Rogers of New 
| York, reported that gain shown in 
| the seasonal industries was one of 
{the most encoureging signs of the 
{| month. 


ore ; 
|G. M. SALES INCREASE 

AT CANADIAN SHOW 
| Teronto, Canada, Sept. 15 (OLPS). 
1-—It is reported today by General 


| Motors Products of Caneda, Ltd., 


that there was a substantial in- 
crease in sales of new automobiles 


* ok x 
The daily average traffic on Ontario’s highways this 
| year is 327,245 a day, as compared with 325,443 a year ago, 
jour neighbor across the river tells us. Which has caused 
i Leopold Macaulay, Minister of Highways for Ontario, to 
‘declare that his department is ‘‘more determined than ever 
to keep up the high standard of highways we have had 
in the past.” 


with the Canadian National Exhi-| WAHLBERG OF NASH 

hition, as compared with last year. | SAILS FOR EUROPE 
‘There also was such a remarkable| New York, Sept. 15—Nils_ E, 

display of interest in the automo- | Wahlberg, vice-president in charge 

|tive show on the part of the public |of engineering for the Nash organi- 

\that C. E. MeTavish, general einen | Ae, eae Sees Se ee 

manager for General Motors of holm. Mr. Wahlberg will spend 


business to that level rather than)|this vear at the Canadian Netional! Canada, believes that steadily in-/|several weeks in a leisurely tour of 


visiting motor plants en 
route. os 
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Hopeful Statistics 
[TH returns in hand on passenger car sales for August 
in seventeen states and the District of Columbia, we 
can find some hopeful signs even in an actual net decrease | 
under the July total in the same territory. 

The total for these seventeen states and the District, 
more than a third of the commonwealths numerically, shows 
a drop of 1 point over 14 per cent. The normal seasonal 
trend in sales in August is down from July. August repre- 
sents just about the bottom of the buying urge in any year.| 
But usually the decrease in August under July runs some- 
where between 20 and 25 per cent.. 

So it is that we find the decrease of 14 per cent. for 
August under July a definitely hopeful sign. The progres- 
sive decline has been slowed up to less than normal 
dimensions, 

We do not hope that general conditions have improved 
as yet sufficiently to reverse the normal buying tendency 
for the last four months of the year, which is steadily down- 
ward, Sales will probably decline in numerical volume for 
the rest of 1932, but the fact that the industry in August 
has been able to decrease the normal falling off is decidedly 
a hopeful sign and augurs well for the buying season of 1933 





vv. 


Out of the Mail Bag 


NE of the pleasures of editorial work is the daily 
installment of letters from readers, and by this we do 
not mean exclusively the complimentary letters. Criticism is 
usually beneficial, even when it is so poorly conceived as to 
confirm the editor in his original opinion. 
In a recent mail bag there came a letter from a dealer, | 
which is good enough to serve as the text for a sermon, So, | 
brethren, listen: 
“T have been an automobile dealer since 1922, handling | 
the Blank line. For the first two years I didn’t make much | 
money, but in 1924 I began to get under way and year by | 
year since I have made money. | 





“To a man who really became a successful dealer in 
1924 the years since 1929 have been extraordinarily inter- | 
esting. The whole character of the motor vehicle merchan- | 
dising business has changed in that time. 

“When I first broke into the business new car sales | 
were the beginning and the end of it as far as I was con-| 
cerned. As a matter of fact, when I began selling cars 1 
farmed out my service work to a garage, located right next 
door to my sales room, I considered it a nuisance well off 
my shoulders, 

“The real change in the automobile business, so far as | 
I was concerned, came in 1930. My sales began decreasing | 
in voluem that year, and I took longer chances in the used) 
car department than I had done before. 

“T had taken over my own service work in 1926, but, | 
looking back, I know that I did so with misgivings and with- 
out enthusiasm. Even in 1930 my service department con-| 
tributed little to the profit that I made. 

“But by 1931 I realized that a complete change was com- 
ing over the business of selling automobiles. I was fooled | 
into thinking that better times were just around the corner, | 
but at the same time I started in to do my best to get around 
that corner myself and not wait for it to come tome. I began 
putting real pressure on the service department. I got a 
service manager who is with me still and who, I think, is 
one of the best in the business. 

“We, or rather I, at this service manager’s urging, 
started to advertise our service. I have been using the local 
papers ever since. I use sign boards, direct-by-mail and 


| 
| 





personal solicitation. 

“This year our service department is going to show 
the biggest part of our profit, which isn’t going to be so 
big, but it isa PROFIT. But if it hadn’t been for a service 
artment equipped to do a real job and earnest effort to 
the work into the shop, my business would be in the red.” 


get 









| 4,2500,000 miles under all conditions, 


}tress and performed 


|}sent a@ message to every motor ve- 
| hicle operator of Westchester Light- | 
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THIS TRUCK FLEET OPERATOR 
CUTS ACCIDENT RATE 


Accident prevention is among the outstanding activities 
| of the Westchester Lighting Company, Westchester county, 
Each employee is thoroughly imbued with the spirit | 


iN. Xe 


ment in results. 


of safety and every year witnesses a remarkab 


Sh esqrencsetnbighpnneneningminiatnedts 


le improve- 


f 


During 1929, the company had one | Cards, distributed with the pay | 


vehicular accident in every 13,000 | 
miles operated, but last year it had | 
;only one accident for every 26,000 | 
miles covered, and every mishap 
that occurred in the operation of a 
company truck, on the highway or | 
in the garage, no matter how triv- 
ial it may have seemed at the time, 
is included. During 1931, the com- 
pany trucks numbering more than 
400, covered a total distance of 


| 


day and night, yet there were only 
160 accidents reported. Twenty-five 
of these were major accidents, and 
135 were classified as minor, con- 
sisting of broken fenders, bumpers, 
etc. Some idea of how these acci- 
dents occurred may be gained from 
the fact that in forty-three cases 
company cars were damaged by 
other vehicles while parked at the 
curb or otherwise not in motion. 

The success in its safety work 
has not come to the company by 
chance or by any process of wishful 
thinking, but rather as a result of 
constructive, concerted and co-oper- 
ative effort. 

Nearly 900 drivers of company cars 
went through the year 1931 without | 
as much as denting a fender or 
scratching the paint off their own 
or any other car. 

Scores of cases were reported 
wherein lighting company drivers | 


| 





}ceive sO many unsolicited commen- 


checks, contained this message: 
“It is certainly gratifying to the 
management of this company to re- 


datory letter and complimentary re- 
marks from customers as well as 


from the public generally concerning 
the cars exercised by you in the | 
operation of our motor vehicles. 
“You have earned an_ enviable 
reputation for being among the most 
courteous drivers on the road to- 
day. It is a reputation you deserve 
as a result of your countless acts of 
kindness and _ consideration for | 
others. Guard this reputation well. | 
It is priceiess. Be ever on the alert | 
to render assistance to those in dis- 
tress. | 
“And, in the operation of your 
personal cars, be just as careful as | 


you are in the operation of com- 
pany venicies. Make courtesy a 
habit. It prevents accidents and 


makes countless friends. 
be courteous. 
(Signed.) “E 


It pays to | 


H. ROSENQUEST, 
“President.” 
In making public the message at 


; the time, E. P, Prezzano of Mount 
| Vernon, 


N. Y., vice-president in 
charge of the company’s transporta- | 
tion departments, declared that by | 





rendered first aid to persons in dis- | 
other helpful | 
acts on the highways. | 

Eugene H. Rosenquest, president, | 
when touring in Europe recently 


ing Company. The utility head, who 
resides in Bronxville, and who re- 
turned home a few days ago, em- 
phasized the “enviable reputation” 
those employees had earned as a re- 
sult of “countless acts of kindness” | 
and urged them to guard this repu- 
tation well and to “be ever on the | 
alert to render assistance to those in 
distress.” 

“And in the operation of your per- 
sonal cars, be just as careful as you 
are in the operation of company 
vehicles,” Mr. Rosenquest suggested. 





ONE OF 


The 12-24 
“full wave” fo 
Tungar 


The 6-amp. one 
battery Tungar 
$18.00 net. 


$102.00 net. 


constantly preaching the gospel of | 
safety, excellent and ever-improv- | 
ing results have been achieved 

“Mr, Rosenquest believes’ that 
once a man thoroughly imbued 
with the spirit of safety concerning 
the automobile he becomes safety- | 
conscious regarding practically | 
everything else,” Mr. Prezzano said. | 
“He instinctively resents any unsafe 
practice, whether it be in his home, 
in the street or in his place of busi- 
ness.” 


1S 


WALDO E. AUSTIN 
Utica, N. Y., Sept, 15—Waldo E.| 


| 
| 


| 
| Austin, 55, a former manager of the | 14-18—Kansas 


Utica branch of the Brockway Motor | 
Truck Company, died at his home | 
in New Hartford, N. Y., this week 
after an illness of several months. 


} 


THESE 


The 
“full 


battery The 12 battery 6-12 
ur-way Tungar, 1 to 12 
batteries 


$54.00 net. $75.00 


| 27-28—Chicago. 


wave” 
way Tungar 






COMING EVENTS 





SEPTEMBER 
10-17—Cleveland, 0. Society of Automo- 
tive Engineers, production meet- 
ing in connection with Machine 
Tool Show. 
10-17—Cleveland, ©. National Machine 
Tool Show. 


12-17—Cleveland. Machine Shop Practice 
Meeting, A. S. M. E. 

14-16—Atlantic City. National Petroleum 
Association Meeting, Hotel Traynor, 


15-17—Atlantic City, N. J. American Trade 
Association Executives’ Annual Meet- 
ing. 
19-20—Harrisburg, Pa. Pennsylvania Auto- 
motive Association Convention. 
National! Association Motor 
Bus Operators. 
27-28—Chicago. American Electric Railway 
Association Meeting, Hotel Stevens, 
30-Oct, 1—Dallas, Tex. American Institute 
Mining and Metallurgical Engineers, 
Petroleum Division. 
OCTOBER 
8—Buffalo, N. ¥. Society of Auotomo- 
tive Engineers’ Production Meeting. 
3- 7—Buffalo, N, ¥Y. National Metal Con- 
gress Sponsored by American So- 
ciety for Steel Treating, with co-op- 
eration of American Society of 
Mechanical Engineers, Institute of 
Metals and Iron and Steel Divisions 
of American Institute of Mining and 
Metallurgical Engineers, American 
Welding Society, Wire Association, 
%- 7—Washington, D. C. National Safety 
Council Meeting 
3- 7—Buffalo, N. Y. National Metal Exe 
position, 174th Regiment Armory, 
W. H. Eisenman, 7016 Euclid Ave., 
Cleveland, director. 
3- 8—Buffalo, N. Y¥. Nationa!) [ron and 
Steel Meeting 
4- 5—Niagara Falls, N. Y. 
Automobile Merchants 
Inc., Convention 
4- 6—Toronto. Transportation 
S. A. E., Royal York Hotel. 
6-16—Paris, France. Passenger Car Show. 
10-11—Atlantic City, N. J. American Gas 
Association 


Empire Staite 
Association, 


Meeting, 


| 
13-22—London, England. Olympia Show. 


7-22—Atlantic City, N. J. National Hard- 
ware Association, Accessories Branch, 
NOVEMBER 


11-19—Glasgow, Scotland. Motor Show. 

14-16—Atianta, Ga, National Tire Dealers’ 
Association 

15-17—Houston, Tex. American Petroleum 
Institute Meeting. 

18-Dec. 4—Paris. Aeronautical Show. 

DECEMBER 

2- 8—Detroit. National Standard Parts 

Association Convention 
6—New Orleans, La. Association of 

Asphalt Paving Technicologists, 

6- 9—New York. Annual Meeting A, 8. 

E 


ii 


N 

5-10—New York. Power and Mechanical 
Engineering Exposition 

5-10—Detroit. Third Annual Joint Tradé 
Show, National Standard Parts As- 
sociation and Motor and Equipment 
Manufacturers’ Association, Conven- 
tion Hall. 

JANUARY 

7-14—New York City. National Automoe 

bile Show, Grand Central Palace. 


16-23—Detroit. Highway and _ Building 
| Congress. 
28-Feb. 4—Chicago. National Automobile 


Show. Coliseum 

FEBRUARY 

City, Mo. Kansas City Moe 
tor Car Dealers’ Show. 

27-Mar. 14—New York City. Chemical Ex- 
position, Grand Central Palace, 

APRIL 

20-21—Cleveland, 0. National 

Association 


Petroleum 





TUNGARS 


The 6 battery Tun- 
gar. Charges 1 to 
six batteries 
$39.00 net. 


battery 
four- 


net. 


Will do the job BEST in your shop! 


Over 65% of all automotive shops that charge batteries use Tungar, because they 
have found that Tungar’s simplified control, accurately adjustable charging rate, low 


upkeep and fast charging, 


mean big profits. 


Maybe you're missing something. Write today for the facts to Section A1029, 


Merchandise Department, 


General Electric Company, 


Bridgeport, 


Connecticut. 


Tune in! Join the “G-E Circle” every weekday noon, Eastern Daylight 
Saving Time (except Saturday) N. B. C. Network of 54 Stations 


GENERAL @ ELECTRIC 


MERCHANDISE DEPARTMENT 


AUTOMOTIVE PRODUCTS 


GENERAL ELECTRIC COMPANY, 


, 





BRIDGEPORT, CONNECTICUT 






CHICAGO 


cused upon the annual outing of 
the Chicago Automobile Trade As- 
sociation, scheduled for Thursday 


tent,’ efforts are afoot to stage a 
“side show” of no mean importance 
in the form of an automobile driv- 
ing exhibition by our own Chris 
Sinsabaugh to prove or disprove the 
now historic charge by Jim Braden 
that Chris can’t drive. Jim has} 


Dealer Activi 





capitulate finally within | 
; few days—again a victory in which 
Special interest this week is f0-| the automobile dealers of the San | 
Francisco district 
front line trenches; result—with the 
; selling of 


as chairman of 
Bridge Committee of 
association, led the battle here also. 
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ord he established during the first | Graham-Paige dealers did remark- | The vi j 
' $ service departme : 
half of the year, recording a 67| ably well, and as a result Graham charge of Joe Harley, Jr., and aeae? 


e per cent gain over sales for the| is able to boast of being first among | Bosquette, 
les same period of 1931. | all cars in its price class in Wayne | . 78 
oS ae | county. 
—_ The four local Ford dealers, New | ee E. 6 ee ee er for 
| Orleans Motor Company, Inc., Bohn| Joe Hawley, who has sold Buicks | the San Antonio Buick Solan Vv 
Motor Company, Inc., Edwards- | continuously here for twenty-five | used an unusual means of clnamae 
Lasker Motor Company, Inc., and | years, has added Pontiac sales and | lating interest among his salesmen 
the | Menger-Fisher Motor Company, are | service, with headquarters at 3752 | this past month by offerin ; five 
|} conducting an open-air salon in the/Cass Ave. Harley, a master me- | boxes of shells and a halal li- 
lot adjoining the Jung Hotel on/chanic, joined Buick’s Detroit fac- cense to ‘all salesmen who aan 


——_- 





the past 


fought in 





- the bridge bonds, con- : . ‘ 
at Crystal Lake Country Club, struction of the me is soon to | Canal Street. Talking pictures and|tory branch as a retail salesman &/their quota. Inasmuch as all ‘e 
Crystal Lake, Ill. Although golf begin. And Mr. Hughson. as presi special exhibits are featured at the quarter century ago. After two / interest tii } + ne ee 
and horseshoes will be the main at- dent ‘of the San > ee Saoten salon, years he became Detroit retail sales , a a - SENG, Weel a 
tractions of the day in the “big! a,» , : ee Ovor | ’ 2 j ill n ‘semen Gas uae ar 
' Car Dealers’ Association and also |manager, holding that job until} mad scramble was made to reach 


DETROIT feacctp he oe 7 roe the necessary volume. Mr. Spires 
a , est ie uick Sales on Hamilton Boulevard | reports quite a litt] cess fr 

_ Although Wayne county registra- at Seward. From there he moved to te onian stunt . ns See 

j|ons for August showed a falling | Woodward Avenue, near the present | a 

off over July, indications now are| Regent Theater. In 1919 he started | The Smith Motor Sales Company, 


the Golden Gate 
the dealers’ 








come to the point of admitting that 
Chris can pilot a car, but maintains 
this doesn’t constitute driving. 





Chris has written that he will be 

here, and he will] be enthusiastically 

welcomed, for he is still remem- 

bered as this city’s pioneer automo- 

bile editor, a distinction he held 

long before his present rise to fame. 
7. . 


“Give the public a smile or cven 
a laugh” seems to be the slogan of 
the Bird-Sykes Company, Graham- 
Paige distributor, in its show win- 
dow campaign for used car sales 
Both in illustration and text, the 
windows of its main Michigan Ave- 
nue used car building break away 
sharply from the deadly serious 01 
stereotyped methods of display. The 
pictures are highly amusing, con- 
trasting rather than harmonizing 
with the type of text, which con- 
tains such expressions as “Com- 
muter’s Special,” depicting Amer- 
ica’s first locomotive: “How to Be 
Socially Popular,” with a characte! 
in the garb of 1892; “Do You In- 
hale?” “All the Cubs Drive Used 
Cars.” “You Can't Go Wrong in a 
yood Used Car,” “Don't Be a Hitch 
Hiker All Your Life” and a dozen 
similar appeals. Incidentally, the | 
sale is referred to Aas “Ballyhoo | 
Bargains,” and has created quite @ | 
furore along the row. 


EgEE ee 


, . 


SEATTL 


The public is getting set to ac 
some buying. This is the opinion 
of Floris Nagelvoort, president of 
the National Automobile Dealers 
Association, and head of the Nagel- 
voort-Stearns Company, now deal- 
ing in used cars, since disposing ol 
Cadillac-La Salle. “The stotk mar- 
ket indicates money is coming oul 
for investment,” said Nagelvoort. 
“Other indications are also lavor- 
able. and I look for fair new cal 
sales this fall Used car stocks In 
this territory are low and thus In 
good shape. while prices likewise 


low. Sales have been fairly 200d 
* * . 


The Usadian Society, some eighty- | 
six strong, were entertained at 
luncheon September 6 at the Moody- 
Jackson Compan) Guests included 
S. D. Stearns and W L. Strahl. A 
splendid talk on service was given 
bv E. C. Walling of Ballou & Wright 
P 7 


dale 


* . 
August Jonnson was called t 
Lewiston, Id bv the death oi his 
mothe! Mr: Charlotte Johnson 
who had reached the age of 96 
years } 
. * * 
Yerxa Brothers have been ap- | 


pointed De Soto-Plymouth dealers, 
with headquarters at 3451 Whittier 
Boulevard. Firm members are Tom 
and Harold Yerxa. They have been 
in the automobile business in Los 
Angeles for ten years 

. > 

who has represented 
Hollywood for 


Reg Fudge 
Willys-Overland in 
several] years, has been appointed | 
De Soto-Plymouth dealer in’ Los 
Angeles, with headquarters at 4517 | 
South Vermont Ave 


SAN FRANCISCO 


Whateve tomotive men get be- 
hind. whether bonds or bridges. is 
sure to £0 over. Take that $6,500.- 
000 relief bond issue which swept 
to victory August 30. through which 
San Francisce 1} care for her dis 
tressed citize) the utomoti\ n- | 
dustry, ably represented b William | 
L. Hughson, head of the San Fran- 
cisco Ford ¢ hip by that nae 
Played a large part in the cam-| 
paigh. The in goes for the bil- | 
Lex Golden Gat bridges tight, | 
where rauiroad pilus lerry interests 
held up the expressed will of the 
people for long months, only to! 





° + > 
G. P. Bates, manager of the Cad- 
illac Motor Car Company, New Or- 
leans branch, is being congratulated 
from all sides on the fine sales rec- 


than regain the loss. 
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Starting ease never before known, new standards 
of convenience and comfort in driving, and a 
degree of safety otherwise impossible — Startix 


contributes these features. 


Just turn the ignition hey “on”— instantly, 
automatically, Startix starts the engine; re-starts 
it if it stalls; remains in full automatic control of 


the engine as long as the ignition is turned on; 





The moving vehicle helps to stop itself — this is 
the vital “Servo” principle which belongs exelu- 
sively to Bendix Four Wheel Brakes. 

A light pedal pressure is multiplied into a 
tremendous braking power; yet smooth, sensi- 
tive to exact control, safe. 

r * . . . . 

The momentum of the vehicle is utilized as 


stopping power by the Servo brake which draws 


jthat there is a likelihood of retail|the first unit of his present estab- 
business picking up sufficiently this | |ishment on Cass Avenue. 
month so that September will more | added to the Cass place until now | Bean 
{he has 23,000 square feet, with an 


While August threw us for a loss, | amplifier 
all of the a 


ealers were not involved. ' modern features 


| Chevrolet dealers, has installed a 

He has; Bean front end machine and «a 

brake-testing machine in 

their service shops to further their 

other | Service. The investment is approxi- 
mately $1,200. 


call system and 








RT| 


AUTOMATIC STARTING SWITCH 





aids free wheeling by keeping the engine always 
running. 

Any car is a better car if it is equipped with 
Startix. Startix is made by the makers of Bendix 
Drive; and can be easily installed on any car 
equipped with the Bendix Drive. 


EciLipse Macuine Company, Elmira, New York 


Eciirse Macuine Company, Lrp., Walkerville, Ont.. Canada 


(Subsidiaries of Bendix Aviation Corporation) 





that power from the rotating wheels. It's siniple, 
iustant, positive —and smooth. 

Siurdy, proof against elements, Bendix Brakes 
make any car better. Most manufacturers agree 


— which explains the foremost position of 
Bendix Four Wheel Brakes. 


Benpix Brake Company, South Bend, Indiana 


(Subsidiary of Bendix Aviation Corporation?! 
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| Trade,” Alfred Reeves, general man- 


P. A. A. ANNOUNCES «= ifers. 2S °C. New York city. 
MEETING PROGRAM | 4.15—Report of nominating com- 


mittee. Election of directors. 


| 4.30-—Report of resolutions com- 
(Continued from Page 1) | mittee. 
hicle Safety,” Col, Chalmers Wii- | 7.00—Banquet, Penn-Harris Hotel 


ballrom. Speaker, Con McCole, 


humorist 

TUESDAY, SEPTEMBER 20 
Gra- | 9.30—Introduction of new 
dent. 
9.40—“Looking Around ONE Cor- 


|ner—Where Business IS!” Leon 
‘|Banigan, editor, Motor World 
| Wholesale, Philadelphia. 


son, commissioner of mctor vehicles 
Columbus, O. 


10.30—‘“Future Prospects of 
Automobile Dealer,’ George 
ham, vice-president, Rockne Motors 
Corporation, Detroit. 

11.15—“‘Slay the Dragon or 
Slain,” James Dalton, editor Motor 
New York city. 

12.00 to 1.30—Luncheon, main din- 
ing room, Penn-Harris Hotel. 10.15—“Phases of Distress Mer- 

2.00—“Practical Selling,” Thomas |Chandising,” Herbert Buckman, 
Beck, editor Colliers, New York city. | Manager, Cleveland Auto Manufac- 

2.45—“Where Are We Heading?” | turers and Dealers’ Association, 
Byron Foy, president De Scto Motor | Cleveland, O. 
Corporation and vice-president | 11.00—‘Dealer 
Chrsyler Corporation, New York/|Payton, market 
city. land, O. 

3.30—“Activities Affecting Motor 11.45—S. W. McMichael, national 


ee ES 


the 


Be 


Edward 
Cleve- 


Security,” 
analyst, 


presi- 


used car market report, Chicago, 
| Ill 
| . 


| 12.00—Selection of city for 1933 
| convention. 
| 12.00 to 1.30—Luncheon, main 


| dining room, Hotel Penn-Harris. 


| 
2.30—Annual P, A. A, golf tourna- 
| of forty leading national advertisers | 


| ment and boat ride along the beau- 
tiful Susquehanna River. 


'H. G. BRAGG UNDERGOES 
APPENDICITIS OPERATION 


New York, Sept. 15.—Harry G. | 
| Bragg, general manager of the| 
| Automobile Merchants Association 


| of New York, Inc., 250 West 57th 
St.. is reported convalescing in the 
New Rochelle Hospital, New Ro- 
chelle, N. Y., from an appendicitis 
operation. 

| Mr. Bragg was stricken suddenly 

‘in his home in New Rochelle Sun- 

|day. He was taken to the local 

| hospital and operated upon imme- 

| diately. 


|} 
| 
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On the Other Hand 





GAINS IN ADVERTISING 





New York, Sept. 15.—Fifteen out | Woodbury Sales Corporation and 


|polled by the magazine Advertising 


| & Selling reported they “are pre- | 


;} pared to advertising 


increase 


their 


jthis fall,’ the magazine said. 
| “Of the remaining twenty-five, a 


| the 
Al 


remainder 
the 


nong 


A 


they would 


jincreased appropriations are: 


Al 
| Fish 
Cola 


Rubber 


Sheaffer 


iburn 


er 


Automobile 
Pen 
Tobacco Company, 


Company, 


Company, 


Company, 


General Tire 


| Silver Company, Wm. Wrigley, 
| Campbell 


Soup 


car better.... 


STARTIX 
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ay 


VU S PATENTS 


ert Toy 
eT TT ts) 


ee 
Peery 
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Company, 


considerable majority reported their 
plans were still undecided. 
|declared definitely 
revise their budgets upward ,during 
of the year.” 
advertisers 


few 
not 


planning 


Company, 
Axton | 
Coca- 
& | 
International 


Jr., 
the 








Affiliated Products group, Jergens 








































































| California Packing Company. 


CHAIN STORE SALES UP 
| Washington, Sept. 15—J. C, 
Penney, chain store operator, de- 
lclares that a little better business 
|feeling is prevailing throughout the 
}country 

|} Mr. Penney, who called at the 
White House to pay his respects to 


|the President, told newspapermen 
that so far as his stores were con-~ 
cerned the improvement was not 


noticeable as yet in any increase in 
| Sales, 

“We still show a decrease from 
last year in sales, which are about 
12 per cent. behind. However, there 
has been a drop of about 25 per 
cent. in commodity prices, which 
{would indicate we had a greater 
unit sale. 

“I would take it from this,” he 
said, “that the people have re- 
sponded to lower prices which we 
have been able to give them.” 


MILLS RUNNING 80 PER CENT. 


Greenville, S. C., Sept. 15.—In an 
interview with R. E. Henry, presi- 
dent and treasurer of the Dunean 
Mills of this city, president and 
treasurer of the Watts Mills of Lau- 
ren, S. C.. and president of the 
chain of Aragon-Baldwin Cotton 
Mills, Inc., with plants at Chester, 


S. C.: Whitmire, S. C., and Rock 
Hills, S. C.. he said that the mills 
are operating on good schedules at 
present 


Mr. Henry seemed rather optimis- 
tic about conditions in the textile 
industry, though he would not make 
any statement as to what kind of 
operations would be in effect at any 
of the mills he heads in the future. 

The Dunean Mills are operating in 
their two plants 80 per cent. of the 
machinery on a full-time schedule. 


SPEEDS UP PRODUCTION 


Greenville, S. C., Sept. 15.—The 
Southern Worsted Corporation. lo- 
cated at Mintor, began full-time op- 
erations of fifty hours a week, ten 


hours a day, the week of September 
6. Some of the spinning and card- 
ing departments are operating at 
night well in the daytime 

Until this schedule was put into 
effect, the mill had been on a varied 
schedule some time, about two 
to three each week. The mill 
manufactures men’s worsteds, 
John H. Bateman, general manage} 
is on a trip Europ He is 
pected to 1 to his duties 
about September 135 


as as 


Tot 
days 
weal 
> 

ex- 
here 


to 


retur? 


GETS LARGE 
New York, Sept. 15 
Wilcox Company 
order for 600 tons 
tubes for the _ Sinclair 
Company, marketing subsidiary of 
the Consolidated Oil Corporation 
the tubes to be used in refinery con- 
struction. This is probably the larg- 
est order of its placed, 


ORDER 

The Babcock 
has booked an 
of alloy c) 
Refining 


&, 
« 


Sit 


kind eve) 


BEST IN EIGHT YEARS 
Roanoke, Va.., 15 Ned 
3ounds general manager of 
| Blue Ridge Overall Company here 
reports that his concern is not on)v 
recelving more business now than it 
did a vear a but its orders ex- 
ceed any business of last eight 
years He the local factory 
|has been overwhelmed with 
in the last few weeks 


R 
the 


20, 
the 
Says 
almost 


| orders 


RUSH OF ORDERS 

Eust Liverpool, O., Sept. 15 
|'Homer Laughlin China 
| rec alled 400 ¢ iployees 
No. 8 plant Newell, 
here, which has 
June 

Previous] Taylor Smith & 
Taylor Chester and the Edwin 
|M Knowles China Companv at 
Newell had increased production 
Fall and wint I ere iven 


as tne 


The 
Compeny 
today at its 
W. Va., near 
been idle since 








at 
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"PRODUCTION INCREASES 










Steubenville, O., Sept 15.—The 
Steubenville works o Wheeling 
steel Corporation announced today 
that production id been increasec 
0 48 per cent. followins 

Yorkville and other w 







HUPP DIRECTOR 









Richmond, Va., Se j iBoi 
Youn Charl D. Hastin and 
Charles W, P! en were elected 
directors at the annual meeting of 
stockholders of Hupp Motor Car 





Corporation 
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HARNISCHFEGER TAKES 
HANSEN ARC WELDER 


A development of considerable 
importance in the uses of welding 
is seen in the acquisition of the 
manufacturing rights for the Han- 
sen are welder by the Harnisch- 
feger Corporation of Milwaukee. 

The MHarnischfeger Corporation 
announce that in taking over this 
new line they will continue to pro- 
duce the Hansen arc welder in the | 
same range of sizes, and with the 
same structural] features as previ- 
ously—notably, the single current 
control, the self-exciter feature, and | 
the internal stabilizer. 

Klaus L. Hansen, inventor of the | 
Hansen Welder, and for some years 


BROCKWAY 
TRUCKS 


Continue, as they have for 
twenty-three years, to merit the 
full recognition of the most 
prominent truck users, who 
realize the fallacy of buying 
something “just as good”’ 
When a motor truck has to 
perform on the road, and it is 
put te the acid test, the re- 
sults determine the repeat 
business. 

BROCKWAY Performance war- 
rants your consideration, either 
as a buyer or seller of motor 
trucks. 











Motor 
Inc. 


Brockway 
Company, 


Main Office and Factory 


Cortland - - New York 








|of the table 


| tractor 


to a tire engineer of the B. F. 





a technician in the developing of 
welding equipment, has joined the 
staff of the Harnischfeger Corpor- 
ation. 

More recently Harnischfeger en- 
tered the welding field with the 
introduction of a line of welding 
fixtures, known as position finders. 
These devices were developed first 
by Harnischfeger for use in its own 
plant. A large number of steel 
parts are welded for cranes, and 
for a long line of crawler type 
excavators. 

The position finders are simple 
devices for handling and holding 
heavy parts at such angles as to 
permit the 45 degree welding so 
necessary for smooth, strong welds. 
One of the _ position finders is 
manually operated and is designed 
for long, narrow parts, on which 
welding is to be done on all sides. 
This will handle structures up to 
16 feet in length. Revolution of the 


| structure through a full 360 degrees 


is possible. The other model is of 
the table type and is electrically 
operated. The piece to be welded 
is clamped to the table, and the bed 
is then tilted (with | 
electric motor drive) to the required | 
angle. 


The table model is a) 
handling | 
| pieces up to 4,000 pounds in weight, 


in two. sizes: one for 
the other for 8,000 pounds, 

The position finders not only 
make it possible to attain a correct 
welding angle on heavy 
bersome pieces, but also save very 
materially in handling time, it 
stated, 


SNOWSHOE TIRE 


A patent covering 
cushion tire 
pressure” has 


a new type of 
known as the 
been granted 
Good- 


“Zero 





and cum-| 


is | 


rich Company. The new tire is de- 
signed to provide a snowshoe ef- 
fect in loose or soft soil, having a 
tread which deflects readily under 
moderate loads, providing unusual 
tractive qualities. The tire also 
eliminates rebound, rides easily, will 
not damage pavements and requires 
no inflation, the manufacturer 
maintains. 


COUNTERBORE CATALOG 


The Continental Tool Division of 
the Ex-Cell-O Aircraft and Tool 
Coropration has brought out an- 
other edition of its counterbore 
catalogue. 

Complete specifications are given 
on all standard holders, cutters and 
pilots. Standard countersinks, in- 
verted spot facers, interchangeable 
core drills and special tools are il- 
}lustrated. In addition to the con- 
ventional type of cutters, inserted 
blade and tungsten carbide tipped 
blade cutters are shown on special 
| Production | Jobs. 








| SPONGE RUBBER CUSHION | 
| The Sponge-Aire Seat Company, | 


| Buffalo, N. Y., is now offering a | 
cushion intended for use primarily | 
/on the driver’s seat, with a spongy 
rubber filling. The rubber interior | 
of the cushion has the denser layers 
near the bottom of the unit to ab- 
sorb road shocks and vibration from 
the chassis. These heavy layers on 
| the bottom are also intended to ob- 
|viate sidesway and catapulting ac- | 
| tion. 
The manufacturers claim that the | | 





sponge air cushion will retain its 
shape and usefulness under long | 
service. 





ling Company, 


BUS DOOR TREADLES 


The National Pneumatic Company 
has just placed on the market a new 
treadle for controlling the _ exit 
doors of buses, which is described as 
being noiseless, waterproof, light in 
weight and easily installed. 

The treadle consists of two rubber 
mats between which two contact 
grids are vulcanized. The grids are 
designed for low voitage only. Leads 
from the contact grids extend be- 
yond the treadle to allow splicing 
to wires leading to the battery. All 
the edges of the treadle are vulcan- 
ized, and the unit is entirely self- 


| contained. 


The treadle is installed by placing | 
it on the floor in the proper place 
and then drilling two holes through 
the floor for the leads from the 
contact grids. Binding strips are 


|fastened to the floor around three | 
The front edge extends down | 


sides. 
over the edge of the platform and 
needs no binding. The fact that the 
treadles are of rubber 
noiseless, light in weight and skid- 
proof. The units are made in sizes 
ranging from 8%, by 20's to 18%: 
by 27% _inches. 


IGNITION SERVICE, PARTS 


The Guaranteed Parts, Inc., 
just issued a comprehensive cat- 
alogue, No. 15, covering ignition 
service parts. This publication gives 
a complete listing of the parts for 
use in all models and makes of cars 
and will prove valuable in shop or 
service station. 


STARTER SERVICE LIST 





The Burgess Norton Manufactur- 
Geneva, Ill., is put- 





makes them | 


has | 


uction - - Engineering -- Factory 


ting out a booklet giving a list of 
the service stations where charter 
drive service is supplied. The com- 
pany will be glad to send copies to 
any one interested. 


BRAKE DRUM GRINDER 


The United States Electrical Tool 
Company has developed a ball bear- 
ing brake drum grinder to be 
mounted on a lathe. The unit can 
also be used for grinding centers, 
reamers, dies, rolls and small shafts. 

These grinders are being built in 


|two sizes. The No. 16 model is 
| equipped with a one-half horse- 
power motor with a speed of 7,000 
r. p.m. The No. 17 has a one horse- 
power motor developing 5,200 r. p. m. 
Both models use 110 or 220 volts, 
|} either AC or DC. 





|} PIERCE FLEMING HEADS 
FLEMING & ASHMAN SALES 
Cincinnati, O., Sept. 15.—Pierce J. 
Fleming has resigned, effective Oc- 
tober 1, as branch manager of the 
|Mack Truck Company in this city. 
He has accepted the position of sales 
|manager for Fleming & Ashman, 
|Inc., distributors of automotive parts 
service at 76 East Huron St., Buf- 
falo, N. Y. 


STORE 
15 (UTPS). 


OPEN NEW 

Miami, Fla., Sept. 
—N. O. Penny & Sons, Auburn 
dealers, who have for years oper- 
ated an automobile supply store in 
connection with their dealership, oc- 
cupying the adjoining building to 
; their 11 N. E. 2d t. display room, 
have opened a second automobile 
store at 1104 West Flagler 





supply 
St. 


Cumulative New Commercial Car Registration Statistics, August, 1932 


Figures in this table are from R. L. Polk & Co, of Detroit, with the exception of Illinois, which are supplied by the Robinson Advertising Service, Springfield, Ml., 
Jersey Motor List Co., New Car Division, Trenton, N. J. 


are furnished by the New 


and New Jersey, which 


Metropolitan district figures compiled by Sherlock & Arnold are included in New York state total. 


Readers desiring county, city or town lists, or lists of owner sin any given section, may obtain these by addressing any of these three companies. Some of this data has been published 
previously, but it is given here complete for the comvenience of our subscribers. 


In this table 18 states and the District of Columbia 
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La France 
Republic 












































Commercial car figures do not include buses, 


Idaho, Indiana and South Dakota 





Sterling 
Studebaker 


Stewart 
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Arkansas | ___ 58 2| | 50) 2 8 | { | | | 2 1 123|Arkansas 
Delaware | 17 | | _15 1| 3 | | ] 2) . «i l 40 Delaware 
Florida | 62 2 | 1 85 6 l 5 | | a ||. |.|.8|_168,Florida 
Idaho oe ___ 25) 2 | - 41) a | to | 2 | 1, 82\Idaho 
Illinois | 1) j__173 16,27] 1) 186, 21 2 61 | 3| | 2| | 12) 3 3| 10| ‘521 |Ilinois 
Indiana | __ 123 3, CB | 4 178) 22 35 68 . - | | T| 49 2 7 8, 562\Indiana, 
Kansas | y , 81 és | 105 9| ar) | 2 7: - . . * lj 5| +237|\Kansas 
Maryland | 4 5 a 1| 88 4 1 25) | l ‘| 8 | 1] ; nf? 3|  233/Maryland 
Michigan { 151) 2; —«20| 5| 253; —«S | a ) | 2 5] | | __ 18) 4 6, 512/Michigan __ 
Minnesota | | 161; SSCidGY]SCK|—SC—«éG 5 2| 48) | 1| 10| | _—. 3 3] 485Minnesota _ 
Montana | | | __—50 o| _39 2| | 31; | 1} | | | | 2| i) 5|  136\Montana 
No. Carolina | 113 1 13 | 1; 151] 4 1| 6, | 1| 1| | ee ss 9| _304/No. Carolina 
North Dakota | 32 1| 6] [4 3| | 24 | l | | 1! 2| 110|\No. Dakota 
‘So. . Carolina | ___ 33 1| | 36 1| | 3| | | | | 2| 1| 2). ~—«'79|Se. Carolina 
S. Dakota | | aj 7 | a2 14 re | 1 1| 1] (_ 69/S. Dakota _ 
Utah | 30, | 24 1] y | | | 1 | l 56\Utah 
West % Virginia | 50 ___10| 68! 5| 2 12) | 1| 4 | | 1| | 3 4, 160|W. Virginia 
Wisconsin | | _ 183) 7 22 | 2) 145) 11 | 33; | 3 l 8| | B| | 5| 7|__383|Wisconsin _ 
Dist. of Col. ‘ 3 3} | | 119|Dist. of Col. 
Totals | 16 5 1399 50; 210] 20; 1805! 118} 47, 403 | 12 4 51 2) 113, ~—s:13} 29 82) 4379| Totals 
Arkansas, 1931] _|__ 100 7] 1; __ 118) : 11 | 3| | | | 2} 242\Ark., 1931 
Delaware, 1931| 1 1| 39 I 42 2] | 13) | a a | | 1| 1; 103\Delaware, ’31 
Florida, 1931 | i | 118 2| | 205, ] 2 | 4) ] 3| ] | 1 2| 1| 2|__340\Florida, 1931 
Idaho, 1931 | jo 6| 88 6 ] 4| ee 4 | 1| | 2| ‘I 169\Kdaho, 1931 
Illinois, 1931 | 1| 1; 361 31; 40| 3} 452; 25} | _93] | 8| ] 13| 4 2| ) 4 7|___26|__1079/Illinois, 1931 
Indiana, 1931 1 | | 8 4, es 39 | 1; 371 26; | 71) : 7 4] —«a12 13) 13| _1035|Indiana, 1931 
Kansas, 1931 | 154 7 15 | | ___ 141 6 | ] 25) | 1| 7| 3| 5 4 3| _ 371|Kansas, 1931 
Maryland, ’31| _—_—3| 3] (163) 6 18 | 3] 141 23 | l 38) a 2| 13) 1] | 6| 2| 1| 32; —-471/Maryland, ’31 
Michigan, 1931| 1 173| 1 24| 4| 338) 20 | ] 17 3] 23) | 1} 1| 3 7|__ 616|Michigan, ’31 
Minnesota, “31| | 228) 7 21| 2j_289] 17| 70| 2| 5] 13] 2) | 11 2| 10 3] 682/Minn., 1931 
Montana, “31 | 43 ae 79| i| j 29 | i os ee: ee 1j _ 168\Montana, ’31 
N. . Ca’lina, *31 a, 31] 260 2 23), + #«+I| 24i 7| 16 i] 2] - . foe 2} 4| 5] 570\N. Ca’lina,’31 
N. Dakota, ’31 | a. Se ee | 33 ee ee | 4| | 86|N. Dakota,’31 
5 Colne. "St} a oo ae [tii 3 a Ce ee ee [3 2|_ 253]8._Ca'lina,’3 
5S. Dakota, 1931| 48 1 5| 37/ | | 9| | | ; | 4| | 1| 1; —-:106|S. Dakota, ’31 
Utah, 1931 | |___20 3| | 3a] a| 9| | | | 1 i] i,  7i|Utah, 1931 
West Va., ‘31 | 1| 4) 127 1 22| | 142) 11] 23] | 10} | | 2| 1| 6| 9| _359|West Va., 31 
Wisconsin, °31 | | _-234 16) 23 | 3) 212) 19] 77 | 4 } 10} 4] 4| 19) 4| 22| 9|  —660/Wis., 1931 
Dist. of Col. l 1 | 7 83/D. of C., 1931 


_ Totals, 1931 | | 18} 
~~ *Combined with Brockway. 
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Retail Salesmen— This Is Your Page 





This department is devoted to 
sion of the industry. 


Salesmen, this is your department. 


the interests of the retail sales divi- 
Automotive 


Daily News wants you to get something from this department that will 


help you in your work on the firing line. 


It wants you to pass on 


your own experiences, success, failures to help your brother salesmen. 


Send in your story in the form of 


let us get it ready for publication. 
may help another salesmen to make sales or avoid errors that cost 
you commissions. 

Dealers read this page. 
these problems that affect the work of your salesmen, the men on the 
firing line, the men who bring home the bacon or don’t. 


Give 


a letter, or even a postal card, and 
Your achievement or your mistake 


us the benefit of your reactions on 





GIVING SALESMEN AN INCENTIVE 


The following story appears in the current issue of | 


Chrysler Sales Management. 


Chrysler and Plymouth automobiles, but the broad principles | 
he lays down are so universal that our dealer and salesman | 


The author is a dealer in 


readers, regardless of what cars they may be handling, will 
read the article with interest. 


By W. D. MATHIS, Vice-President, 
John T. Fisher Motor Company, 
Memphis, Tenn. 


About a year ago we put into 
effect a new method for compen- 
sating our salesmen. Prior to this 


time our men had been paid on a 
straight commission basis, but we 
saw possibilities in a plan that we 
had under consideration of improv- 
ing four important elements of our 
business. It involved much more 
than the single objective of putting 
our retail selling orgaization on the 
right kind of an earning basis. And, 
while it was certain that our sales- 
men’s commission expense would be 
increased, it appeared reasonable 
that this extra obligation would be 
offset by added volume of business. 

Before outlining the details of the 
plan, the considerations that were 
given to its probable effect on our 
business as a whole will explain 
why we were willing to stake in- 
creased cost against an uncertain in- 
creased in our volume. As indicated 
above, the plan involved four separ- 
ate phases of our business. 

We recognized the value of giving 
our salesmen every possible break on 
the income-making opportunities in 
their connection with us. Although 
some of our men had been with the 
Organization since we first started to 
sell Chrysler cars in 1925, the most 
of them were comparatively new. 


ment in a sale is relatively of high 
importance. There is much ad- 
vantage to be gained from the same 


man continuing to contact prospects | 


and owners month after month and 
year after year. Furthermore, it is 
a costly item to be continually edu- 
cating and training new salesmen 
to sell your particular make of cars 
and to do business the way you do 
it. Yet, that is exactly what any 


dealer must contend with if a sales- | 


man can change from one automo- 
bile dealer to another and within 
a comparatively short period of time 
be earning just as much or more 
than he had been receiving. 

With the knowledge that our 
Chrysler and Plymouth owners are 
our best source of new business, we 
were interested in this plan because 
it promised owner contact at regu- 
lar intervals. In addition, it gave 
reasonable assurance that these con- 
tacts would be of real productive 
value. We could not count on such 
results under our old straight com- 
mission arrangement. If sales- 
man had a good owner list and was 
meeting with success in reselling his 


owners, it was all fine and good. 
Otherwise, if he felt that owner 


calls were a waste of time, he just 
didn’t call on them. Today every 


man in our organization is calling | 


on owners. He is making these calls 
consistently, not because we de- 
mand it, but because he is finding 
it profitable. 

In view of the times, it was per- 
haps optimistic to hope that this 
new plan would show an immediate 
increase in new car sales. But we 
knew that our salesmen had a more 


definite job cut out for them. If 
they followed it, they would be 
working harder and more consis- 


tently. In periods of normal buy- 
ing, we were certain that it would 
produce more business. Now we 
know it will. We sold more cars 
and increased our dollar volume in 
the first six months of 1932, com- 
pared to the same period of the year 
previous. This was in a period when 





~ ae anne 
———— — —_— —— 


the industry as a whole was off 47 
per cent. in unit sales. 
Sales and service in the average 


| automobile dealer’s place of business 


| bear little relationship. They might 
| very easily be two separate enter- 
prises. At least, that was the situa- 


tion in our business before adopt- | 


|ing this new plan. However, service 
was a part of our business. If we 
wanted to increase its volume coin- 


cident with any attempt we might | 


make to increase car sales, we had 
to sell our service. 
long as we were maintaining a 
sales organization, shouldn’t our 
men sell our service as well as our 
cars? We realize that it is ex- 
pected that the salesman will sell 
his company’s service as a means to 
getting car sales, but he is not actu- 
ally selling service. Our salesmen 
are now selling everything we have 
from the front door to the back 
door, And we are selling more of it 
—service included. 

Briefly, this summarizes our rea- 


from the standpoint of salesmen’s 
compensations, consists of five sim- 
ple rules. Here they are: 

1. Five per cent. 
all new car volume. 
deducted.) 

2. Any 





(Trade-ins are 


salesman who produces 
is given an additional 2 per cent 
commission on his total volume for 
the month. 

3. For each owner contact made 
by a salesman, he receives 10 cents. 


cent. commission on all owner serv- 


tained contact with the owner every 
thirty days. 

We have given our salesmen three 
opportunities to increase their in- 
comes which they did not have 
under the old plan—an extra 2 per 
cent. on monthly volume, the own- 
er-contact fee and the 5 per cent. 
service commission. Let’s elaborate 
on the owner-contact fee. 


salesman, given a list of owners to 
call upon, might not secure a single 
new car prospect from among them. 


centive has this salesman to follow 
up these same owners with contracts 
that surely will become increasingly 
productive each time he _ calls? 


has spent in these wwner contracts 


has a value. Smai! as the recom- 





| attitude toward these contacts; he 
|will make 4 hetter job of 
|which is sure to be reflected in the 
|encouragement he from 
owners. 


eis 


oe; 


|} It would probably become rather | 


|boresome, both to the owner and 
the salesman who makes twelve con- 
}tacts during a yeer with an owner, 
}if the sole object of his call were to 
|sell him another car. But the surest 
| way of keeping that owner from 
slipping to another make cf car is 
to be on the job, keevinge him satis- 
fied and sold. If he is a service 
patron of some alley garage or super 
service station, we certainly can’t 
count too much on his relationship 


Why, then, as} 


sons for adopting the plan, which, | 


commission on. 


| $3,500 in volume during any month | 
We believe that the personal ele- | 


4. Salesmen receive full commis- 
sion on all resales to owners, re- 
|gardless of circumstances, provid- 
ing they have consistently main- 
tained contact with that owner! 
every thirty days 

5. The salesman receives a 5 per 


ice work, providing he has main- | 


It is entirely possible that a new! 


That doesn’t change the value of 
these owners as future prospects. | 
But, at the same time, what in- 


Under our new plan, the time he; 


pense is, it cannot fail to change his | 
them, | 


tinese | 


® 


| to make him feel that his Chrysler | 
or Plymouth is the best car he can | 
own. Selling connections between | 
these outside service agencies and | 
competition are too numerous for 
that. Our decision to pay salesmen 
FE 5 per cent. commission on service 


business, therefore, has a threefold 
(1) an increase in the 
/amount of service we do for our 
owners; (2) the elimination of in- 
fluences that have a possible tend- 
ency to jeopardize future new car 
|sales to our customers; (3) another | 
;source of income for our salesmen, | 
and incidentally another reason why | 
the thirty-day contact is attractive | 
to the salesman and not objection- | 
able to the owner. j 

The 2 per cent, extra commission | 


object: 





for volume of $3,500 or Over in any | 
month needs no explanation. It is| 
simply further incentive for the 


salesman to begin each month with | 
more of a determination to try for 
|@ substantial volume of business 
than he would otherwise exert. | 
There are one or two other things | 
|in our operation of this plan which | 
perhaps should be mentioned. All| 
salesmen own their own cars, either | 
Chryslers or Plymouths, which they 
|use for their calls. Each man is 
allowed $15 per month for upkeep | 
—gasoline, oil, etc. For demonstrat- | 
ing purposes the company maintains | 
'an adequate number of Chrysler 
cars (all models) and Plymouths. 
Used cars are sold from a separ-| 
ate building about a mile from our | 
new car store, but a complete line | 
of Plymouth cars and demonstrat- | 
ors are also kept at this location. | 
Used car salesmen are paid 5 per | 
cent, on net difference, or 6 per} 
cent, on straight sales. ‘They also | 
sell new Plymouths. 
Reproduced with this article are | 
some letters from our salesmen, ex- | 
pressing their opinions of this plan. 
They are satisfied and so are we. | 
It has increased new car sales both | 
in units and dollar volume, and we! 
have gained a fair and profitable | 
increase in service business. 





| 
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FORD DEALERSHIP 


USES TIMELY ADS 
TO SELL NEW CARS 


Sept. 


New London, Conn,, 15.— 
Unusual newspaper copy tied in with | 
current business trends is being em- 

|ployed by William B. Waterman, 

iInc., Ford dealership, of 404 Main 

St., to awaken the courage of new 





| Car prospects. 
“Why Advertise?” 
on a half-page newspaper 
| tisement used by this concern, fol- 
‘lowed by four reasons. 
They are: j 
“1, Our good newspaper must have | 
paid advertising if we expect to get: 
‘the news—forcign and local, polit- | 
lical, financial—proclaiming the re- | 
|turn of prosperity. 
| 2, People are reminded of some- 
\thing they need or want and they 
ispend money for it 
“3, When pecple spend their money | 
itg circulation benefits all mer-| 
chants, for they sell more, then they 
‘need more help. Next they pay their | 
i help, and then the newly employed 
make purchases. The merchants 
order more goods and then our fac- | 
tories start or speed up to supply | 
ithe merchants; the factories hire | 
more help; their employees spend | 
;inore as they get more, and so we 
will all dispel depression’s reign | 
with “Happy Days Are Here Again.” | 
“4. We have a wonderful product. 
We wouid oe remiss if at this time, 
we did not te!l vou. ! 
‘The Ford V-% is in the vanguard 
ef prosperit,. It already has cre- | 
ated a great demand. Armnerica has 
the wealth. Our banks can supply 
the money. Our factories and mer- | 
chants will supply your require- 
| ments 
“Do your fall 
unemployed will then, 
spending money in New 
county and—remember, “Charity 
segins home.” Sc buy locally, 
where you cbtain the best seivice. 
; “Our purchases are made as much | 
,as possible in this territor,-. Our | 
‘profits and more are spent here. | 
|} “Fordville for used cars.” 
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USED CAR SELLING 





Automotive Daily News i 





PRICES 


n this department offers for 


the benefit of its dealer and salesmen readers a compilation 


of prices at which used cars h 


ave within the past few days 


been offered for sale by reputable dealers in various cities, 


They are not presented as bei 


| These prices will vary on condition and from other causes. 


ng the exact prices at which 


these models should be sold, but simply as the prices at which 
they have been offered for sale by dealers in the various 


cities. Other cities will appear in subsequent issues of this 
paper. 
Cleveland, O. 

1931 1930 1929 1928 
See ee rae 745cp 445 255 145 
AS | eee ovate 405r 295cp 145 
Buick (medium) taint 995 697-795 395 eee 
DE Se) .teatncaeneeens 165cep 
PE 6 ib6ceek caman na ics er eer 485-545 
So ror rr rere 245r-345cp 185cp-267c 165-225 &0e 
DE Sh. as ha eseagadeda 575d 335-537 385 115-195 
I Oe ae ae oe ee ca 1145¢ep i 
Chrysler Imperial ...... 1495cp 495b . 
-, BAAS rere rr rer 845cp-995b ean ‘ ° 
ee -v5d ce ebapativans 425¢ bar haces osee 
EE e558 GKGR deta ROE cs 345 ee 
EE wh Sawvud Seb cekescad 425 245-345 275 F 
DPE vsodelectékeaseunee ad 395cp otc aie 
EE ALY eee how awa eaawadae 325-395 295cp 145c-195 50-75 
DEN Crier ev bak ka eek vs 275cp-295r 195r-215¢ep 95t-125 75t 
RE OE i's bee a on veeae 1045 745 ; 
ME OE ins ¥0'cddcnwso-e0 395-497 145-287 95 


Graham 8 395 


ES ree corre 475-525cp 295¢c-567 245cep-325 135-225 
Hupmobile 6 .......... 575cp 295-325 

po 595cp aa 

Se ere err err ere 495-525 

© avis ecwacdesewses ie nels 575 re 
EE” a Git da otha bw Kas 395ep 475-495 185 125cp-185 
Re 5 2 aba. acs i'e bua 0% 475cep 295cp 195-295 165 
ere errr ae 565 ‘a 

Nash Special ..........00.. 645 ; ‘ 
Nash AGvance ....cccccces ° ey 475 195c-185cp 
NEY (a graiwbacn aveauce nas 295-395 225 145 
EEN bd ascnwedsedwaes 360-387cp 195c-225 

Packard (light) ....,c000s sisi s 675 ‘ 
Packard (medium) ........ 850 525 ; 
SPRGMATG (OER) .ccicccccaces . 595 
PORTCO+ATIOW ..ciscccacccs 1395¢cp es cece 
NN oo fis Siw ue's.aie 175cep-225cp er seas 
PO essa hcaeks ; 245cp-295 140-195cp 85cp-195¢e 
Studeteker 6 ...cceccccccce 297 : 

Studebaker Dictator ...... 4°5cep 335 
Studebaker Commander.... 645 797 “ese 15 
Studebaker President ‘ 465r 595-667 7 Su 
Willys-Overland 325cp-395cp 195-375 145c-225 145-175 
Willys-Knight 6 395ep 145¢ 2951 195¢ 
Willys-Knighi 8 ... 382 495 


d-De luxe. c-Coach. cp-Coupe. cep-Convertible coupe. b-Brougham 


t-Touring. r-Roadster. 
the car offered is a sedan 


MAKE IT PLAIN | 


in his Ten Commandments for | 
Salesmen Dr. Frank Crane has| 
given us, who try to sell, the funda- 
mental law of good salesmanship, 
whether we are trying to sell salva. | 
tien or neckties or high powered au- | 
tomobiles. Consider: 

Consider this commandment to be | 
said in loud voice. Because [| 
want all of you gentlemen and iadies | 
who expect to sell me neckties, real | 
estate or oil stock hereafter to hear | 
it. 

I would like to whisper that into 
the ear of every preacher as he is| 
about to discourse, to every teacher 
that stands before her class, to 
every lawver when he rises to ad- 
the jury, to every life in- 
suranee agent who wants to eon 





a 


| my name upon a policy of his com- 


pany, and to every senator and 
congressman and legislator, and to 
all diplomats and to newspaper re- 
vorters and to the people who write 


| 


| 





Where no distinguishing 


| subjects 


mark follows the price 


the double-leaded and indigestible 
essays on the editorial page, and to 
poets and story-tellers, and to moth- 
ers with their children and to scien- 
tific gentry who would explain deep 
to us, and to all orators, 
argufiers, writers and enunciators 
whatsoever, who attmept to use 
articulate speech either vocally or 
zraphically 

Don’t use technical terms that are 


unfamiliar. Don’t use any word un- 
less you are sure I understand it. 
For what I do not comprehend, 


what seems misty, I make plain in 
my own way, to myself, and usually 


get it wrong. 
If I ask you what's the matter 
with my motor car, don't tell me 


|that the carburetor has tangled up 
'with the differential and the timing 


chain has circumnavigated the pet- 
cock and it will be $27.50. All I 
understand is the last word. Speak 
to me in words of one syllable, for 
I, the buyer, am lowly and simple, 
and if I don’t catch your meaning 
I think you are trying to cheat me. 
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WHY Do Ads Get 


Greater Attention 
in Liberty 





How Advertisement Ratings Follow Editorial Ratings 
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Chart shows how each additiona sample of D0 changes the frend ine for each magazine, 


OR 18 consecutive weeks, 

Percival White, Inc. has 
been counting the relative pro- 
portion of persons w ho actu- 
ally see and read the ads in 
Liberty and two other mass 
weeklies. (For 6 weeks last 
summer, Dr. Gallup did the 
same thing.) 

During 22 out of the total 
of 24 weeks studied, all adver- 
tising pages in Liberty aver- 
attention value 
the other 


aged greater 
than in either of 
leading weeklies. An added 
attention value equivalent to 
some 220,000 more real, seen 
circulation per average adver- 
tising page than in the 
second weekly, 170,000 more 
than in che third weekly— 
A. B.C . Teports 
ou “‘delivered’’ circulation. 
And regardless of the fact that 


these wider-acting advertising 


regar dless of 


pages in Liberty accually cost 
$950 less than in the second 
weekly, $2950 less than in the 
third 


Now, advertise sand agents 
persuaded by 22 weeks’ repeti- 
tion of the same profit-prom- 
ising 
Liberty with a 1933 eve and 
ask how untraditional 


conclusions, scrutinize 
such 
conclusions are possible. 


Four Points to 
Consider 


The first is that Liberry’s 
edicorial policy was inaugurated 
within the present decade 
rather than merely the present 
century! It is handy in size. 
Its stories and articles are brief, 


concise, timed for the 24 hour 
day suddenly crowded with 
movies, radio, automobiles. 
Its headlines and illustrations 
are planned like those in adver- 
tisements—to se// the reader on 
reading the story or article— 
not merely to‘‘offer ‘inthe way 
automobiles were ‘‘offered”’ 
(‘‘Here is an automobile. It 
has four wheels and every- 
thing, etc! ’’) before a score of 
automobile manufacturers be- 
gan their advertising compe- 
tition. 

The second point is that the 
Public indicated the success of 
Liberty's editorial formula by 
rushing to buy it faster than 
the presses could print it. In 
a field ‘‘saturated’’ with 
22,000,000 magazine circula- 
tion per issue, Liberty swept 
up beyond the 2,000,000 mark 
within § years—an unprece- 
dented circulation record. 


From the very beginning, 99 
per cent of this ‘circulation has 
been copy-by-copy demand. 
That means that we print more 
than 2,000,000 ma gazinesevery 
week, 52 times a year without 
any bulk of subscription con- 
tracts to guarantee the invest- 
ment. We must rely on more 
than2,000,000 men and women 
making up their minds all 
over again 52 times a year. 
{nd they keep doing it! They 
must want to read itLEy ery 


> ! 
Issue! 


The third point in connec- 
tion with ads getting greater 
attention in Liberty is the 
mechanical arrangement of the 
contents. Liberty was begun 
when advertising had begun 


Liber Cy. - America’s BEST READ Weekly 


to be accepted as an integral 
part of a magazine's contents 
—rather than as something to 
be slipped in as excess baggage 
with what the reader bought. 
Instead of segregating editorial 
contents in front, therefore, 
and satisfying the advertiser 
who realized the value of posi: 
tion next to reading matter by 
sending colorless runovers into 
the back with the advertising 
—Liberty began the modern 
policy of completing all stories 
and alternating advertisements 
with complete stories. 


So that in Liberty, advertis- 
ing attention value (outside of 
the advertising profession!) is 
not largely dependent on the 
number of persons who happen 
to like the story whose run- 
over is adjacent to the adver- 
tisement! (Gallup and White 
show a significant relationship 
between the two!)'As many 
complete, important features 
are in the back of the magazine 
as in the front. Even the read- 
er’s first inspection of Liberty, 
before he selects the stories and 
articles that he wishes to read, 
must carry him from cover to 
cover, parading all the adver- 
tisers before his eyes. 


The fourth and final point 
indicating why ads enjoy 
greater real, seen circulation in 
Liberty is simply White's sta- 
tistical count of the ACTUAL 
reading which Liberty'seditor- 
ial features apparently enjoy. 


For 12 out of the 17 weeks 
studied, Liberty's editorial 
contents were found to have 
been more thoroughly read 
than the editorial contents of 
either of the other two lead- 
ing weeklies. The average 
Liberty reader reads a greater 
number of the features offered 
than does the reader of either 
of the other two weeklies. 
The average Liberty feature is 
read by a greater proportion 
of those who have Liberty 
than is true in the case of 
the other magazines. 

The chart above shows how 
Liberty's leadership i in adver- 
tisement attention value is 
paralleled by its leadership in 
editorial contents reading. It 
indicates the fundamental re- 
lationship between ‘ ‘America’s 
Best Read Advertisements”’ 
and the ratings thac justify 
the slogan of.... 


* 
Switeh to q amels 


Advertiser; Camels 


Agency: Erwin, Wasey & Co. 
Space Back Cover 


Attention Value: 68% betrer in Ist 
weekly than average page and 
95" beeter in 2nd weckly chan 


Average page 





aa "a 


Advertiser; Grape-Nuts 
Agency: Young & Rubicam, Inc. 


Space 2-Color Page 
Attention Value: 64% better than 
average page 





Advertiser: Lite Savers 

Agency: Lennen & Mitchell 

Space 4-Color Page 

Attention Values 64% better than 


average page 





Average Page Advertisement 
in Liberty 


Per Cent of Extra 
Persons Noting 


Over Over 
Second Vhird 
Weekly Weekly 
This Week 
(Sept. 3 
issues) 2 less 36% 
18 weeks 
to date 15 40% 


(Average of White surveys 


Projection of 
Extra Volume of 
Persons Noting 


Over Over 
Secood Thied 
Weekly Weekly 
This Week 
(Sept. 3 
issues) 7,446 less 102,459 
18 weeks 
to date 224,402 171,483 


(Average of White surveys) 
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